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Managerial Qualifications of Hudson Energy Services LLC. 

As required in 83 Ill. Adm. Code 451.340 
Deryl Brown 
CEO 

Deryl Brown is a proven energy business executive with a track record of value creation in the 
competitive retail energy industry. He has broad experience in retail energy including strategy 
development, engineering, system operations, customer service, technology, marketing, and 
electric sales. 

Prior to joining Hudson Energy in April, 2006 in his current position as CEO, he was VP and 
General Manager with P&L responsibilities for Direct Energy Business Services, a leading retail 
energy provider in North America for 3 years. 

Prior to Direct Energy, Mr. Brown was employed by TXU for some 28 years and played a 
leadership role in establishing the retail energy business of TXU, one of the largest retail energy 
companies in the United States. His responsibilities included the development of the sales 
organization as well as the establishment of operational procedures and systems that were 
required for the establishment of the retail energy business at TXU. Mr. Brown held a variety of 
senior positions in TXU’s regulated utility business, in his tenure at TXU. 

Mr. Brown received his MBA from the University of North Texas and a BS with high honors in 
electrical engineering from the University of Texas. 

Mr. Brown has four or  more years demonstrated experience in a management position, 
with enterprise financial and administration responsibilities including profit & loss 
responsibilities. Mr. Brown has over twenty years of electric sales experience and twenty 
years system operational experience, sufficient to meet the requirements of section 451.340 

Abe Grohman 
PresidentDirector of Operations 

Mr. Grohman founded Hudson Energy Services in September, 2002 and has been its owner and 
President and director of operations since its existence. For the past 5 years Mr. Grohman has 
played and continues to play an active role in the operations as well as the sales functions 
throughout as outlined in the accompanying organizational Chart marked Exhibit H. His 
responsibilities include management of the MIS and IT data processing systems, supply 
procurement, scheduling, accounting and financial functions. Mr. Grohman was responsible for 
the creation of Hudson Sales Channels for our residential, commercial and industrial customers. 
His sales responsibilities include: Pricing, P&L analysis, portfolio and risk management, RFP 
responses as well as the negotiating sales contracts with large commercial customers. 



Mr. Grohman also brings over 20 years of diverse business experience in energy, telecom and 
utility related industries. In addition, he brings solid leadership and a strong entrepreneurial spirit 
for developing new and successful businesses. In addition, Mr. Grohman has over seven years of 
experience working in retail telecommunications. He was the CIO of Destia Communications: an 
international telecom company. He also was the CIO of Viatel, Inc. a leading telecom supplier. 
(NASDAQ:VYTL). Mr. Grohman has an MBA in Finance. 

Mr. Grohman has four or more years demonstrated experience in a management position, 
with enterprise financial and administration responsibilities including profit & loss 
responsibilities. Mr. Grohman has over four years of electric sales experience and four 
years system operational experience, sufficient to meet the requirements of section 451.340 

David Rosenberg 
Senior VP Business Development 

Mr. Rosenberg co-founded Hudson Energy in 2002 and has been the Sr. Vice President since. 
For the past 5 years, Mr. Rosenberg has managed the sales function on a daily basis. His 
responsibilities include: The development of new Sales programs and sales channels, the hiring 
of salespeople and the formation of expanded sales channels as well as the development of new 
markets. Mr. Rosenberg also plays a vital role in the electric system operational end of Hudson 
Energy. His responsibilities include compliance with all regulatory requirements set by 
Government agencies ( i t .  FERC), individual states Public service Commission rules, 
compliance with individual utilities operating procedures and compliance with Regional 
Transmission Organizations(RT0) ( i t .  PJM, NYISO, MISO, NEPOOL), operating procedures. 
Mr. Rosenberg’s role is delineated in the accompanying organizational chart listed in exhibit H. 

Prior to joining Hudson, Mr. Rosenberg spent seven years (1995-2002) as the deregulated gas 
program manager at Mitchell Supreme Fuel Company. Mr. Rosenberg’s responsibilities ranged 
from analyzing utility tariffs and regulations to ensuring compliance on both the State and Utility 
level. Mr. Rosenberg created and manages sales and marketing team that is responsible for 
successfully enrolling a substantial number of customers as well as P&L responsibilities. Other 
responsibilities included identifylng and establishing new market areas as well as customer care 
issues. Prior to Mitchell Supreme, Mr. Rosenberg spent many years in the New Jersey real estate 
market. 

Mr. Rosenberg has four or more years demonstrated experience in a management position, 
with enterprise financial and administration responsibilities including profit & loss 
responsibilities. In addition, Mr. Rosenberg has more than 4 years of Electric sales 
experience and more than four years system operational experience. This experience is 
more than sufficient to meet the requirements of section 451.340. 


